
Janice Zeigler- Industry Liaison 

GSA FAS Customer and Stakeholder Engagement Division 

U.S. General Services Administration

Doing Business with GSA



Expanding Opportunities for Small Businesses

ÅShares ideas and best practices for small businesses throughout the country

ÅWorks with the small business community to strengthen partnerships and 

support the success of our vendors

ÅWorks with businesses to make sustainable products and services readily 

available and affordable to our buyers

ÅDrives down prices, deliver better value, and reduce costs to our customer 

agencies

ÅCreates new ways that the government can purchase resources smarter and 

more efficiently

ÅDevelops innovative cost-saving solutions that will be shared across the 

government
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In Fiscal Year (FY) 2021, the Federal Government purchased 
approximately $ 500 Billion in goods and services, ranging 
from paper clips and janitorial services to next-generation 
space shuttles and advanced scientific research ӛand pretty 
much everything in between. Once the final FY 2018 
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businesses will have received nearly $100 Billion of federal 
contract dollar awards. 
Knowledge is power! This guide and directory will help you 
overcome uncertainties that you may have about doing 
business with the Federal Government and serve as a useful 
tool for you as you pursue contracting opportunities. 
Diligence, determination, capabilities, and customer 
relationships/engagement are key 
factors in successfully doing business with the Federal 
Government. 
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Readiness Assessment: Using the Vendor Toolbox

Å The Vendor Toolbox contains the Readiness Assessment, a mandatory 

self-evaluation tool, aimed to help potential contractors decide whether 

their offerings meet the needs of the federal government. 

Å The Vendor Toolbox contains training materials that will help you learn 

more about the Federal market, tools that will help you uncover 

opportunities, and links to resources that can assist you in being a 

successful MAS contractor.

Å You can access the Vendor Toolbox through 

our Vendor Support Center at https://vsc.gsa.gov/.

https://vsc.gsa.gov/
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Application Process

ÅRegister with the System for Award Management (SAM) 

ÅMust have the following to register in SAM.gov:

Å North American Industry Classification System (NAICS)

Å Data Universal Numbering System (DUNS) 

Å Create/update business plan

Å Find the appropriate solicitation (via GSA eLibrary)

Å Apply for Digital Certificate

ÅDownload applicable solicitation package from Sam.gov

Å Complete Pathways to Success training

Å Respond to the solicitation in its entirety

Å Submit your offer
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Registration and Certifications

Å SAM ïThe System for Award Management (SAM) is the Official U.S. Government 

system that is a mandatory registration to do business with the federal government. 

There is NO fee to register for this site. 

Å DUNS ïThe nine-digit Data Universal Numbering System (DUNS), managed by Dun 

& Bradstreet, is a widely accepted, unique identifier for companies around the world. 

[Note: Link goes to a non-government site]

Å NAICS ïis the standard used by Federal statistical agencies in classifying business 

establishments for the purpose of  analyzing, and publishing statistical data related 

to the U.S. business economy.

https://www.sam.gov/portal/SAM/
http://www.dnb.com/
http://www.census.gov/eos/www/naics/
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Creating a Business Plan
https://www.sba.gov/writing-business-plan

Before committing to the Schedule contract process, experts recommend 

that firms create a business plan that includes items such as:

Å An estimate of the expected Return on Investment

Å A marketing plan

Å A determination of whether or not you have dedicated personnel for 

this new venture.

Market Research should also be conducted to determine: 

Å Which federal agencies have purchased my product or service?

ÅWhere are those agencies located?

ÅWhat was the price of those sales?

ÅWhat are the buying trends and forecasted sales for my product or 

service?

https://www.sba.gov/writing-business-plan
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Small Business Certifications 

8(a) SDB Development Certification Program Applicationï

http://www.sba.gov/aboutsba/sbaprograms/8abd/application/index.html

HUBZone Program Application ï

https://www.sba.gov/category/navigation-structure/how-apply

Woman Owned BusinessïCertification Required for some NAICS ï

https://www.sba.gov/content/women-owned-small-business-wosb-program-

certification

Veteran Owned Business ïSelf Certify except for Veterans Administration (VA) 

Schedules which must be verified through www.VetBiz.gov. Through this link you 

can click on the Verification Application Guide. 

http://www.va.gov/osdbu/docs/vetsFirstApplicationGuideCMP071615.pdf

Service Disabled Veteran Owned BusinessïSelf Certify

https://www.sba.gov/content/women-owned-small-business-wosb-program-

certification

http://www.sba.gov/aboutsba/sbaprograms/8abd/application/index.html
https://www.sba.gov/category/navigation-structure/how-apply
https://www.sba.gov/content/women-owned-small-business-wosb-program-certification
http://www.vetbiz.gov/
http://www.google.com/url?q=http://www.va.gov/osdbu/docs/vetsFirstApplicationGuideCMP071615.pdf&sa=D&sntz=1&usg=AFQjCNH4oh0qK_rar46N3NIbRcDSad2Hxg
https://www.sba.gov/content/women-owned-small-business-wosb-program-certification
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Find the Right Solicitation

Review the complete listing below to determine the appropriate GSA 

Schedule number for your product or service. Selecting the Schedule 

number will take you to GSA eLibrary. It has an updated MAS category 

guide designed to facilitate searches for specific groups of items, and a 

hyperlink to each Schedule's current solicitation in Sam.Gov.. 

Å Professional Services Schedule (PSS)

ÅCenter for IT Schedule Programs

ÅGreater Southwest Acquisition Center

Å Facilities Maintenance and Hardware 

Acquisition Center

Å Northeast and Caribbean Supply and 

Acquisition Center

Å Integrated Workplace Acquisition Center

Å Office of Travel, Motor Vehicle, and Card 

Services

http://www.gsaelibrary.gsa.gov/ElibMain/home.do
http://www.gsa.gov/portal/content/207509#1
http://www.gsa.gov/portal/content/207509#2
http://www.gsa.gov/portal/content/207509#3
http://www.gsa.gov/portal/content/207509#4
http://www.gsa.gov/portal/content/207509#5
http://www.gsa.gov/portal/content/207509#6
http://www.gsa.gov/portal/content/207509#7
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Responding to a Solicitation

Generally, each solicitation will require corporate and financial information, 

past performance, commercial practices and a proposed GSA price list. 

However, the exact information required will vary depending on your 

Schedule.

If your small business  

chooses to pursue a 

GSA Schedule, this can 

be the most time-

consuming step of the 

process.  
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Responding to a Solicitation 

Proposal Review

Å Your GSA Schedule Contract proposal must be submitted electronically through 

GSAôs eOffer system http://eoffer.gsa.gov

Å Once submitted, it will be assigned to a Contracting Officer who will conduct an 

intense and thorough review. 

Å During this review the Contracting Officer will request additional information and/or 

clarifications.

GSA Contract Negotiation

Å The purpose of the GSA Schedules Program is to leverage the governmentôs vast 

buying power to pre-negotiate discounted pricing.

Å Once your Contracting Officer has completed a satisfactory review of your proposal, 

a conference call will be scheduled to negotiate pricing. 

Å It is crucial that you plan a negotiation strategy in advance to ensure the agreed upon 

discount is favorable to both potential government buyers and your 

company/organization.

http://eoffer.gsa.gov/
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Responding to a Solicitation

Final Proposal Revision

Å After negotiations are complete, you will prepare and submit a Final 

Proposal Revision (FPR) that synopsizes your entire proposal and 

includes finalized pricing, as negotiated with GSA.

GSA Contract Award

ÅContractors will receive a Contract Award and GSA Schedule Contract 

Number approximately a week after submitting the Final Proposal 

Revision. Once awarded, you may begin selling from your Schedule 

immediately.



Available Offerings/Finding the 
TEMPLATES

ÅThe GSA Solicitation templates ARE NOT in 
SAM.gov

Åhttps://www.gsa.gov/buying-
selling/purchasing-programs/gsa-
schedule/selling-through-schedule/roadmap-
for-new-schedule-offerors/1-get-
ready/available-offerings-and-requirements

https://www.gsa.gov/buying-selling/purchasing-programs/gsa-schedule/selling-through-schedule/roadmap-for-new-schedule-offerors/1-get-ready/available-offerings-and-requirements
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Additional Resources: Small Business Training
www.gsa.gov/smallbizresources

It is not required for you to have a schedule contract with GSA in order to 

do business with the federal government. There are other ways to do 

business with government agencies. 

Attend more training:

× Partnering for the Strategic Advantage 

× How to Access Procurement Opportunities

http://www.gsa.gov/smallbizresources
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Additional Resources

Small Business Administration (www.sba.gov , www.green.sba.gov)

SBA provides business counseling, training and business development specialists 

providing free and low-cost services in your area. 1-800-U-ASK-SBA (1-800-827-

5722)

The Association of Procurement Technical Assistance Centers

(http://www.aptac-us.org/new)

PTACs provide a wide range of assistance, most free of charge, to businesses 

through one-on-one counseling sessions, classes, seminars and matchmaking 

events. This organization is funded in part by Department of Defense. Contact 

your local PTAC for help.

Minority Business Development Agency (http://www.mbda.gov)

MBDA, a part of the U.S. Department of Commerce is an entrepreneurially focused 

organization committed to wealth creation in minority communities. The Agency's 

mission is to actively promote the growth and competitiveness of large, medium 

and small minority business enterprises (MBEs). 
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GSA OSBU on Social Media

www.gsa.gov/smallbizresources

@GSAOSBU

@USGSA

@USGSASchedules

@gsapbsIRD

GSA YouTube Channel

https://interact.gsa.gov/

http://www.google.com/url?q=http://www.gsa.gov/smallbizresources&sa=D&sntz=1&usg=AFQjCNFK9yAlRvL_iUreTM6J47DJ1Dqt2Q
https://www.youtube.com/user/usgsa
https://www.google.com/url?q=https://interact.gsa.gov/&sa=D&sntz=1&usg=AFQjCNFKsMv46Jm8PKY115n0h5q1KkV0rw
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What is needed to use FPDS?    
Your Product Service Code (PSC)





FPDS-NG (LEGACY SYSTEM) Overview-

NOTE:  NOW SAM.GOV

ωWhatôs reported to FPDS-NG?   Agencies are required to report on all 

contract actions using appropriated funds whose estimated value is $3,500 or 

more as specified in FAR 4.6 Contract Reporting. 

ωWhere the data is from: Contracting Officers enter the procurement data 

directly or the data is fed from 90+ agency contract writing systems.

ÅOversight: Operated by GSA IAE with Governance from Acquisition Committee 

for eGov, Procurement Committee for eGov, Financial Assistance Committee 

for eGov and IAE CCB

22For more details visit:  www.fpds.gov

http://www.fpds.gov/


Tools to Conduct Market Research

Utilize these tools for your market research: 

ω Latest GSA contract 

award information 

ω Assess your competition

ω Offers published sales 

data of schedule 

contract sales 

ω SIN Sales

ω Contractors already on 

schedule 

ω Ability to assess the 

size and potential of 

your target market 

ω A repository of all government 

transactions/receipts over 

$3,500

ω Information reported from 90 

plus agencies.

Consider the buying trends and forecasted sales for your product/service 

https://www.gsaelibrary.gsa.gov https://d2d.gsa.gov/report/fas-
schedule-sales-query-plus-ssq

https://www.fpds.gov/fpdsng_cms
/index.php/en/

https://www.gsaelibrary.gsa.gov/
https://d2d.gsa.gov/report/fas-schedule-sales-query-plus-ssq
https://www.fpds.gov/fpdsng_cms/index.php/en/


Forecast of Contracting Opportunities 

ÅLaunched in March 2016 

ÅFocuses on acquisition planning and 
increases awareness of potential prime 
and subcontracting opportunities.

ÅThe goal is to help both GSA buyers and 
vendors easily communicate around 
potential contracting opportunities.

ÅThe Tool includes information for GSA 
and the Department of Interior. 

ÅThe goal is to have all federal agencies 
use the tool.

For more details visit:  https://hallways.cap.gsa.gov

How to Access the Forecast Tool: Background:

https://hallways.cap.gsa.gov/
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Marketing Your Company 



Customer Service Directors (CSDs) 

ÅCustomer Service Directors (CSDs) provide assistance, resolve problems and 

answer questions from GSA's customers, our Federal, state & local clients.

ÅCSDs also host seminars on a variety of useful topics, and are a valuable source of 

information on all of GSA's programs.

Å CSDs also markets the use of GSA and our entire suite of Acquisition Tools provided 

by GSA to Federal, state, & local agencies.

Å Visit GSA.GOV/CSD to find your local CSD.





Tips for Success 



www.gsa.gov/small-business

www.gsa.gov/events

Additional Solutions: 

http://www.gsa.gov/small-business

